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THE MAY and JUNE issues of The 
EXECUTIVE PURCHASER will reach 
every buyer who attends the Twentieth 


International Convention of the National 
Association of Purchasing Agents, and 
more than eight thousand others who 


will not attend. 


This influential and responsive group of 
buyers, in buying mood, offers the indus- 
trial advertiser a unique opportunity to 
present his sales message in a medium 


of timely as well as permanent interest. 


is the ONLY magazine of national scope 
devoted to the interests of purchasing 
agents. It is the ONLY publication that 
will give Convention coverage as well 
as National coverage, in a medium of 


proved interest and editorial appeal. 








Forms for the May issue close April 29th 
Forms for the June issue close May 30th 
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center of American industry— mid-west center of railroad and airway transpo 


ecste 
industrial New England. Norton service and distribution center of the great industria! Middle West 


N Grinding Wheels and Grinding Machines are vital tools to the many a 
orton 


Norton Abrasives are employed— in the form of laboratory ware and heavy refractori« 
“ a 
IDS5- 1935 in the form of giant pulpstones for converting logs of the forest into newsprint pulp 


Filicoal, the form of porous plates and tubes which make successful the operation of the sewag 
) disposal plants of some of the great cities. Abrasives for polishing. Non-slip flo 
; Hewtoie Loar tiles and treads. 





i The Norton Building at 4737 South Turner Avenue is the Mid-we 
: headquarters for abrasive products. (LAF 8700). 


NORTON COMPANY, Worcester, Mass., U. S. A. 


Behr-Manning Corporation and Norton Pike Co., Troy, N. Y. are divisions of Norton Company. 
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tation— most air-minded city in America. In transportation time near neighbor tc 


varied manufacturing plants of this great mid-west manufacturing territory 
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F.O. B. 


(Filosofy 


BUYER of our acquaintance was given the 

assignment of straightening out affairs 
with a vendor's eredit department, which in- 
sisted on payment of a past due account before 
any more goods would be fertheoming. The la- 
conie answer to the buyver’s plea: **/ seen my 
duty and I dun it.’ 


* * 


Says Hi-Pressure Pete: The chief difii- 
culty about price firing is that every on: 


wants to be the fircr. 


* * 


URIOUS Cuthbert inquires whether it is 

merely coincidence that when a politician, a 
priest and a soldier get to cluttering up the air- 
waves with an epithetie triangular debate on 
business recovery, the honest-to-goodness busi- 
ness man who has been heading up the program 
comes to the conclusion that it’s time to go back 
selling cigarettes. 


* * 


P. A.’s Mother Goose 
Ding-dong bell 
Business gone to hell. 
Who greased the skids? 
The bovs who figure bids. 
When cost of product gets too high 


Sellers can't sell, nor buvers buy. 


* * 


GCG’ to headquarters for accurate and practi- 
eal information. The U. S. Distriet Court 
in Ohio, seeking to determine whether a merger 
of Republic Steel and Corrigan, MeKinney 
would eliminate competition in violation of the 
Clayton Act, called as witnesses: L. F. DeLarge, 
P. A. for Eaton Mfg. Co.; N. W. Hayson, P. UA. 
for West Leechburge Steel; J. H. Mack, .Assist- 
ant P. A. for Studebaker; W. H. MeCleary, 
Purchaser for Packard; H. D. Warfield, P. A. 
for Ingersoll Steel & Dise; G. W. Sanborn, P. A. 
and Vice President of United Engineering & 
Foundry; D. F. Cullinan, P. A. for Buffalo 
Bolt; and James Neyll, P. A. for Riehwood 
Radiator. The buyers ought to know. 


of Buying) 


IF 


If you can sense a good buy when you see it, 
Nor buy unless vou really need it, too; 

It vou can fieure list less seven diseounts 

And also discount salesmen’s bally hoo ; 

If vou say **No”* and still make vendors like you; 
Or, spending, win the cheerful Chiet’s okay ; 
Don’t look for praise or special commendation, 


That’s all expected of a eo0d r. A. 
* * 


HE Bureau of Fisheries, which has followed 
the pleasant custom of ** planting” several 
million flounders each spring for the benefit of 
amateur sportsmen, has redueed its distribution 
this vear by as much as 75% in some areas. Can 
it be that this acute shortage is due to exeessive 
pre-season floundering by other branehes of the 
vovernment ? 


* * 


Fundamentally there’s no conflict be- 
tween sales effort and pure hasing ( frort, 
but a common aim. The salesman wants 


to make a contented customer, and the 


Dawe r wants to hye One. 
* * 


UR hat is off to Sir Maleolm Campbell, who 

has been burning up the measured mile on 
Daytona sands in his Bluebird racer at 276 miles 
per hour. One flaw in his achievement, however, 
is that he has to go a mile and a half bevond 
the mark before he can slow the darned ¢on- 
traption down enough to turn around, making a 
total of three extra miles before he actually ar- 
rives at his destination. Haven't the advocates 
of super-high-speed recovery and quick profits, 
who value pace above a reasonable objective, 
overshot the mark in much the same manner? 
It’s the process of deceleration and return that 
hurts and discourages. A statistically minded 
friend has figured it out that his 1933 6-evlinder 
stock model, at 50 m.p.h. would actually arrive 
at the finish line ahead of the Bluebird, without 
shredding the tires or melting the motor hous- 
ing—and what's more, he would be facing in the 
right direction. 
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— Guide to 
Immediate Steel 


FOR YEARS the Ryerson Stock List has been recognized as the;Key to Immediate 
Steel. In it you are sure to find the kind, quality and size of material you require. 
Copper, Brass, Babbitt and allied lines are included as well as the latest data tables 
such as the new S. A. E. specifications, physical properties of steels, etc. Keep 
it at hand and when you need steel call RYERSON for immediate shipment. . . . 
If you have not received your copy of this new edition, write and we will send it. 


JOSEPH T. RYERSON & SON, Inc., Chicago, Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, Buffalo, Boston, Philadelphia, Jersey City 
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AGAIN, THE BASING POINT 


HE old controversy of basing points in steel 

marketing is raging anew, with Federal 
Trade economists urging its utter deletion from 
the sanctioning Steel Code, 97.4% of the in- 
dustry (cited by the American Iron and Steel 
Institute) urging its retention, and an NRA re- 
port inelining toward compromise in the form 
of a group mill system or multiple basing point 
plan. 

The arguments on either side have been so 
often rehearsed that they searcely bear repeating. 
It is interesting, however, to note the manner in 
which the producers” case is now expressed in 
terms of New Deal objectives, and reassuring to 
see how this great industry is motivated pri- 
marily by its deep regard for social and con- 
sumers’ interest in this desperate fight to re- 
tain an uneconomic privilege. 

After pointing out the probable shift in’ pro- 
duetion volume to more favorably located mills 
outside the present producing centers, with re- 
sultant unemployment at Youngstown and Pitts- 
burgh (though not in the industry as a whole), 
the brief goes on to say that ‘‘It would deprive 
the purchaser of steel products of the advantages 
of several sources of supply at competitive prices, 
and put him generally at the merey of the 
nearest mill.’’ 184 members of the Institute are 
said to coneur in this solicitude for the buyer's 
welfare. 

The F.T.C. has taken the pains to examine in 
detail the competitive advantages which pro- 
ducers are so anxious to retain to the buyer in 
spite of himself. Summing up the evidence, 
they find: ‘Bids on large quantities, containing 
numerous items, are identical in gross amounts 
and in unit prices to the fourth decimal place. 
The identity of the bids is so consistent that 
Government purchasing agents are reduced to 
the impotence of making awards by lot. Private 
buyers are in no better position than the Federal 
Government.”’ 

This is seareely a type of competition that 
offers any advantage to the buyer. It is indeed 


far more likely that the ‘‘merey of the nearest 
mill,’’ without the impost of fictitious freight 
charges, would leave him in a far happier posi 
tion. But he is reminded of his responsibilities 
to the general industrial structure: 

‘*Many users of steel,’’ the Institute report 
continues, ‘‘have plants located in places which 
are remote from their best or preferred sources 
of steel products. Unless such . . . users 0! 
steel are to be at serious competitive disadvan 
tages in their respective industries, some way « 
equalizing freight costs on shipments of stee 
products must be available.’’ 

This sounds plausible, since we have been 
taught in the past two vears to sacrifice sel! 
interest for the common good. We may de 
plore the lack of business sense or foresight that 
has led to such uneconomic plant location, but 
should stand ready to do our part. However, let 
us not interrupt this altruistic argument. 

‘*Most of the common e¢lasses of steel products 
are of comparatively low value in proportion 
to weight, and freight charges for shipments 
over any considerable distances, therefore, ma) 
be equal to a substantial fraction of the tota 
value of the product shipped. As a result, the 
comparative costs of delivery from different 
sources of supply to any purchaser of stee! 
products would largely determine the limits of 
competition, if there were not provided some 
way of equalizing such transportation costs, : 


s 


among various producers who wish to compete 
for the business of any given user ot steel.”’ 

And there’s the real answer. It is not because 
of any coneern for the poorly loeated user, but 
for the poorly loeated producer, and the pro 
dueer with a ‘‘eoast to coast’’ obsession, that 
buyers are asked to equalize transportation costs, 
to add a greater burden upon what is already 
conceded to be a heavy proportionate part o! 
product cost. 

Such ‘‘equalization’’ ean work only one way. 
A referendum of buyers’ opinions on this subject 
would arrive at a totally different conclusion. 


, 
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The Expanding Use of 


HE use of plasties in the manu- 

facture of new products and for 
the improvement of old ones has 
been increasing very rapidly dur- 
ing the immediate past and prom- 
ises to keep on doing so for some 
time to come. Of course plastic 
compounds have been used for a 
good many years as electrical insu- 
lation in various forms, especially 
for such products as plugs, recep- 
tacles and the like. But even in 
this oldest field of application there 
are many new products. It is said 
that the plastics industry is 66 
vears old. During that time it had 
technical difficulties to overcome 
and to find its field of usefulness. 
Now there are thousands of plastic 
products on the market, and new 
uses are being continually found. 
It is a growing industry, and its 
existing and possible products are 
bound to affeet many other indus- 
tries. 

This means, of course, that a 
great many manufacturers are now 
making use of plastic products for 
the first time. It also means that 
a great many more will find uses 
for them, so there seems to be every 
reason why buyers should have a 
clear idea of what has been accom- 
plished already, in order that their 
minds may be open to possible ap- 
plications in their own field. Many 
of the applications are surprising 
and would hardly have been antiei- 
pated even a short time ago. 


— 


PRODUCT MODERNIZATION 

One reason why plasties are in- 
creasing in use so rapidly is that 
they lend themselves very readily 
to the re-stvyling of many kinds of 
products. For instance, the Car- 
ter’s Ink Co. re-styled its ink 
bottles and its packages in the ef- 
fort to inerease sales appeal, and 
at the same time to produce more 
economically. One of the changes 


decided upon was the replacing of 


Courtesy Makualot ¢ 
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By FRANCIS A. WESTBROOK, M. E. 


old fashioned corks with screw Caps 
ot plastic material. This distinetl, 
improved the appearance and con 
venience ot the package. Moreove - 
this seemingly slight change, to 
gether with some others, mad 
possible to change the layout of th 
bottlmg department so that it can 
now produce as much in a 40-how 
week as it was formerly possible to 
produee in an 80-hour week. 

In some cases products ean be 
made and offered to the publie for 
less money by the use of plasties. 
In others, the cost may not be r 
dueed but the quality is improved. 
An interesting example of the lat- 
ter is the Evans Case Co., which. 
among other things, put out a line 
for smokers embodying a cigarette 
and cigar lighter. This is a line 
intended to sell at a low price. 


Style and attractiveness was and is 


what counts in securing wide dis- 
tribution and acceptance. By em- 
ploying plasties it was possible to 
eet a variety of rieh color combina 
tions in new designs and to offer 
a much more attractive product. 
There was no reduetion in price, 
but it made practicable the re- 
stvling of the line and the pr 
duetion of a very up-to-date prod- 
uct to which the buying publie has 
responded. 


COLOR COMBINATIONS 

An excellent example of redue- 
ing costs, and stimulating consume! 
interest and sales appeal, has re- 
cently been realized in the electrical 
fixture field. There had long been 
a need of having more outlets and 
switches in the average home. To 
develop this market it was desirable 


to supply these in various eombina- 
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SCREW caps of molded plastic elevate 
the lowly ink bottle to the position of 
a desk accessory fit to keep company 
with the finest surroundings. The illus- 
tration on the opposite page shows 
the largest radio cabinet ever molded 
in this country and an ingenious hos- 
pital call button, molded with heavy 
inserts, that successfully withstands the 
severe test of dropping nine feet on 
a concrete floor without chipping or 
cracking. 


tions of colors and interchangeable 
so that any combination of three 
could be installed in a gang box, 
the three being switch, pilot light 
and outlet. There was the added 
that the 
priced so as to be within the reach 


need products be low 


of the average pocket book. By 


making a very small number of 


basic parts of molded 


60,000 


realized, and at a 


plasties 


nearly combinations have 


been and 


attractiveness which have created 


cost 
a wide sales appeal. The result is 
that consumer sales have been very 
Satisfactory for purposes of home 
modernization and that the manu- 
facturer is in a strong position to 
meet the demand 
building activity as it takes place. 

One of the which has 
been responsible for the increased 
use of plasties in the produet field, 


from renewed 


factors 
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and probably in the field of indus- 
trial use as well, is that there have 
been great improvements in the 
plastic products themselves so that 
they may be molded more readily 
in desired shapes and_ surfaces. 
This has given the designer more 
latitude. 


ereat improvement in the method 


There has also been a 
of making molds and in the tech- 
nique of molding, which means that 
the cost of the molds is not so much 
of a factor as it has been in the 
past. Formerly, unless the produet 
under consideration was to be made 
in really large quantities, the high 
cost of the mold and the molding 
operation might wipe out the ad- 
vantages of using plastic materials. 
This condition has now been greatly 
ameliorated. As with all new in- 
dustries, and those which are rap- 
idly expanding, it is not safe to 
pass judgement on whether this ma- 
terial is suitable for any partieular 
use without securing the very latest 
information available concerning it. 


STRESS INHERENT BEAUTY 
In the use of plasties for non- 
industrial products, perhaps one of 


the greatest impulses whieh has 


— 


Courtesy Carter's I ( 


been given to these materials | 


the designers have given u 


idea of using them as imitatior 


something else. Instead, th: 


make the most of the inh 
beauties and qualities of the 


terial itself and the result is 


the sales appeal has been er 


inereased and the designs 


spondingly improved. 


find a great diversity of prod 


always increasing in scope, W 


includes costume jewelry 
ware, kitchen ware, clocks 
kinds of 


many ornaments, 


articles such as hair brushes, a © 


many novelties, toys, pencils 
others too 
The point is that in almost 
whole line of non-industrial! 


eations of plasties it is rarel 


to turn down any _ propositio 


use such material on the ass 
tion, based on past experienc 
less it is very recent. 
advantages of 
tion and greater sales appea 


too great to be passed over wit 


the most careful investigation 


The same is equally true 


Tl 
} , 
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numerous to ment 


The pos 


economical pro 
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dustrial applications. For inst: 


the first plastie compounds 
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brittle and lacking in mechanical 
strength. Even now many engi- 
neers consider them in this light, 
although this is not at all true of 
the synthetic resins. As already 
intimated there are numerous kinds 
of plastic compounds which have 
various properties particularly 
suiting them for different purposes. 
That is, some are good for electri- 
eal insulation, others especially 
adapted to molding or machining. 
Some have mechanical strength, 
some resist high temperatures and 
others the absorption of moisture. 
Consequently it is necessary to 
know the service conditions which 
must be withstood and to develup 
the particular compound, or com- 
pounds, best suited to meet them. 
This, of course, applies in all fields 
of application, but becomes more 
intricate where the industrial uses 
are under consideration. 


VARIETY OF APPLICATION 

Laminated plasties are a case in 
point. They consist of sheets of 
impregnated paper or fabrie 
pressed together under heat and 
come in the form of sheets, rods, 
or special forms. The material is 
used for a great many purposes 
such as roll-neck bearings, indus- 
trial truck wheels, pump valve 
dises, motor pinions, and so forth. 
The material may be anywhere 
from one thirty-second of an inch 
to 5 inehes thick. They ean be 
drilled, punehed, sawed, turned, 
milled, threaded and put through 
practically all the usual machining 
operations. The use of paper or 
fabrie depends on the service. For 
highly finished surfaces paper is 
best, but where mechanical strength 
is the important consideration fab- 
rie is to be preferred. 

A very interesting and sugges- 
tive use of plastic material has been 
for the bevel and spur pinions of a 
large board machine. They were 
installed on a machine which had 
been giving a lot of trouble beeause 
of heavy service conditions due to 
large backlash, and have been a 
distinet improvement over the 


gears formerly used. Rayon spin- 
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ning buckets are frequently made 
of plastic material because they are 
light, and by selecting the proper 
kind they have great strength. 
These buckets are run at speeds as 
high as 10,000 r.p.m., so weight is 
an important factor in the stresses 
set up. In addition to this it is 
necessary to use a material which 
will not be affeeted by the chemical 
solution used in rayon processing. 


CHEMICALLY INERT 

Phenolic bearings are used with 
much suecess in steel mills, paper 
mills, rubber and cement mills and 
other services where chemicals or 
water are likely to get into them 
and cause deterioration of metal 
bearings. It has been found by 
experience that such bearings are 
inert chemically and that they do 
not eut the shafts which turn in 
them, even if the bearings become 
dry. Such bearings are capable ot 
earrying heavy loads, they may be 
provided with thrust rings and 
keys to prevent them from turning, 
and they have been made in sizes 
up to 30 inches in diameter. Prob 
ably the usefulness of this type ot 
bearing instead of the plain bronz 
or babbitt bearing has only just 
begun. The first cost is usually 
less, the life longer under certain 
conditions, and the replacement 
eost of course much less than that 
of anti-friction bearings. 

The elasticity of plastic material 
is well illustrated by a snap-ring 
cover made for a Remler Attenua 
tor, an exceedingly delicate instru 
ment used in radio broadeasting. 
Plastic materials enter into the 
general make-up of this instrument 
to a large extent anyway, but the 
snap-ring cover fits around the 
windings to protect them from 
moisture and changes in tempera 
ture, and the interesting point is 
that its natural elasticity provides 
the tension necessary to hold it in 
place securely. This is a far ery 
from the original brittle plastie ma- 
terial. 


SUBSTITUTE FOR GLASS 
We have seen how plasties are 
used to replace metals and wood, 
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but it has still greater versatility 
It is also used to replace glass. .\ 
good example of this is the use o 
urea-formaldehyde plastic for gas 
filling station globes. This materia 
is highly translucent, is not subject 
to breakage from the action of the 
elements as is glass, and it may be 
cleaned and the reading changed 
with much less danger of breakage. 
This usage naturally suggests other 
outdoor, or indoor, hghting uses 
and it seems altogether probable 
that it is the beginning of a wide 
application. 

In a diseussion of this kind it is 
of course impossible, and unneces 
sary, to go into any detailed 1 
cital of the great versatility of ap 
plications of this material. The 
important point to bring out and 
to bear in mind is the rapid expan 
sion which has taken place in thi 
immediate past and that there is 
every indication that this expansion 
will continue. Under sueh cond 
tions, therefore. it is eood policy 
not to pass judgement on the suit: 
bility ot plastics for any partieul: I" 
purpose without a thorough invest 
gation of the current state of the 
art. Rather it would seem to by 
the progressive thing to do to kee) 
in sufficiently close touch with th 
field of development to make sure 
that some opportunity is not being 
missed in realizing on the advan 
tages of adopting plastie materials 
with resultant possible savings o 


improvements. 


RAPID DEVELOPMENT 

An idea of the importanee of the 
plastie industry may be gained 
trom the fact that during 1933 the 
value of the raw materials was 
more than twenty million dollars 
After this was manufactured, or 
fabricated into finished products 
the value was of course inereased 
many times, and in addition to this 
there is the value of the raw ma- 
terials such as wood flour, miea, as- 
bestos, vegetable fiber, paper, fab- 
ries, and so on. The plasties them- 
selves have admittedly taken their 
place beside wood, metal and stone 
as important materials of construc 
tion. 
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VEN though the Vermont 
Marble Company is the largest 





marble ceoneern in the world, a 
visitor at the executive offices at 
Proctor, Vermont, might wonder 
why it keeps a staff of five people 
busy to take care of the purchases 
required for one company in the 
relatively simple stone working in- 
dustry. 

First, the operations of the Ver- 
mont Marble Company extend far 
hevond the headquarters at Proe- 
tor. We have quarries and plants 
at nine locations in Vermont ex- 
tending from Swanton, a few miles 
from the Canadian border, to 
Windham, in the southern part of 
the State. Besides the Vermont 
operations we have either quarries 
or shops in the states of New York, 
’ Ohio, Dllinois, Texas, California, 
Colorado, Washington, 
vania, Montana, and Alaska. 


Pennsyl- 


We own and operate one railroad 
in Vermont, another in Colorado, 
and a lime plant in Vermont where 
waste marble is converted into lime. 





The purchasing department at 
Proctor buys all material and sup- 
plies for the Vermont operations 
and the larger items for all outside 
places. Small items are purchased 
by the branch offices without re- 
ferring them to the home office. 
The purchases for ali of these quar- 
ries and plants naturally cover a 
wide field in machinery, equipment 
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Vermont Marble Company 


and supplies, but the ramifications 
of the business extend beyond the 
stone industry. Purchases include 
many items for the hospital main- 
tained by the company at Proctor, 
two club houses for employes, over 
three hundred dwellings rented 
to employes, three hydro-electric 
plants which furnish the electricity 
for operating quarries and plants, 
a number of farms owned by the 
company, a grist mill, and several 


logging camps. 


VARIETY 

A day’s purchases might inelude 
drill steel for the quarries, steel 
saw blades, or a traveling erane, 
for the mills, abrasives for the 
shops; a locomotive, flat ears, rails, 
ete., for the railroads, gas coal, ele- 
vating or conveying machinery for 
the lime plant, building, heating 
and plumbing supplies for the tene- 
ments, an X-Ray machine for the 
hospital, a pool table for the Club 
House, transformers for the elee- 
trie plants, a pedigreed bull or a 
mowing machine for a farm, a ear 
load of oats, corn or dairy feed for 
the grist mill. 

Proctor being a one industry 
town, the town and village affairs 
are closely allied with the company 
so we purehase many items for 
them, such as hydrants, sewer pipe 
or even a piece of fire fighting ap- 
paratus. 


DIVERSITY IN 
PURCHASING 


Special operating conditions raise special 


one company handles the job. 


H. A. RINGLUND, Assistant P. A. 


problems for the buyer. Here’s how 





INING and quarr 

ing, the so-called ex 
tractive industries, have n 
raw material purchasing 
problem comparable to that 
of manufacturing ente! 
Their plant and 
operations are established 
directly at the point o 
natural supply. But 


prises. 


this process they fr 
quently assume the pu 
chasing responsibility for 
whole complex communit 
Add to this 
the problems entailed 


organization. 


centralized control o 
widely seattered opera 
tions, and you have a pic 
ture of the job confront 
ing this purchasing 
department. 





So that the purchasing dep 
ment will not suffer from ennu 
also has supervision over the r 
eoal business conducted by 
Company in Proctor, hand 
about 4,000 tons of coal ye: 
which is retailed to the resid 
of Proctor. This is exclusiv 
the company’s and railroad’s 
requirements. 

Even though we cover suc 
wide field in our purchasing we 
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unique, or at least unusual, in that 
we purchase no raw materials for 
the 
our 


manufacturing. Except for 


outside activities mentioned, 


purchases are confined to equip- 
ment, materials and supplies for 
the 


eround. 


fabricating marble 
the 


most 


quarried 
from 
the 

with us, 


Consequently, 
important requirement 
for purchasing effectively 
and economically, is to be familiar 
with a very great diversity of sup- 


plies and produets. 


GATHERING INFORMATION 
There 


many more items than we 


are, of course, a ereat 


be 


expertly acquainted with and it is 


ean 


necessarv to make use of all avail- 
able knowledge. A file. as complete 
as possible, is kept of catalogs, bul- 


letins and 


descriptive literature 
covering items we purchase or are 
likely to be called upon to pur- 


chase. 


THI 
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OUT OF THESE DEEP, DIM QUARRIES COMES 


It is also necessary for the pu 
chasing department to be continu 
ally on its toes to get information 
about 


new produets and «de 


velopments. It takes care to se 
that the 
finishing and other departments in 


all 


tunity to look into such products 


engineering, quarrying, 


terested are viven the oppo. 


and developments and to decide 
whether they apply to the busi 
ness. 

The purchasing department is 
the main contact with manufac 


turers, and for this reason salesmen 
and disintet 


there 


are given a earetul 


seems Th 


ested hearing. If 
be the least promise that they have 
something whieh may be of valu 
to any of the departments, they 
are turned over to the prope) 
people who are in a position Tt 
judge the merits of each. On ae 


count of the variety of items pur 


chased and the ramifieations of the 


business, the purchasing depart- 
ment must cooperate 100% with all 


other departments. 


WORKING WITH SUPPLIERS 

The purchasing department als 
endeavors to keep abreast ot new 
developments and to ascertain b) 
trials and experiments if they are 


] 


of value. For instanee, a new « 


velopment in drill steel may come 


to our attention through a sales 


This 1s 


brought to the attention of the en 


man or advertisement. 


gineering and quarrying depart 
ments. Ii they agree that the new 
product has possibilities, a te 
bars are obtained for an_ initia 
trial. If this trial warrants furthe 


experiments, a quarry is selected 
and turned into an experimental 
station, removing all other steel so 
that the test will be conclusive. 

the 


provements in 


Some of reeent major im 


rock drilling Ma- 
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chinery have resulted from such ¢o- 
operation with the manufacturers 
and experimentation in our quar- 


ries. 


PURCHASE POLICIES 

The steel blades which are used 
for sawing marble are a very im- 
portant item of expense and play 
an important part in the efficient 
sawing of marble. It has meant 
that a special analysis steel, made 
to very exact specifications, has 
been developed and must be ad- 
hered to. This steel is purchased 
from various mills, and from time 
to time new sourees of supply are 
considered. In such a ease, it has 
been found good poliey to have the 
steel company send the superin- 
tendent of the mill rolling this ma- 
terial to Vermont to get first hand 
information in order to know how 
the material is used and why thev 
must be so particular. The orders 
for strip steel for these saw blades 
normally run over 600 tons a vear. 
In addition to this, other steel pur- 
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chases run over 200 tons and the 
purchases of nails add 75 to 100 
tons more. 

The purehase of supplies and 
materials which run into large vol- 
ume are usually made by contract, 
and when feasible these contracts 
are made with companies having 
facilities for national distribution. 
In this way the plants outside of 
Vermont are supplied from loeal 
stocks of the supplier’s distribut- 
ing svstem. Branch offices are noti- 
fied of such contracts and they 
may either send their orders direet 
to the supplier or through the 
home office. All invoices, regard- 
less of where the purchase order 
originates, are sent to the purehas- 
ing department in’ Proctor - for 
checking. 

These branch requirements in- 
clude the steels already referred to, 
wire rope used on hoists, derricks 
and e¢ranes, lubrieants, Mazda 
lamps, ete. This, of course, saves 
transportation charges and storage 


and handling on our part, and also 








OF ARCHITECTURAL ART. 
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makes for quicker delivery 
needed supplies. 


RESERVE STOCKS 

To keep the various operati 
running smoothly, it is necessary 
to carry machine parts and a 
many other supplies and materi: 
at a central store house in Procto 
Vermont. The Vermont Marbl 
Company has found that $60,000 
stock is about the minimum t 
will keep the plants supplied unde 
normal conditions. When requ 
sitions are received from p 
outside of Proctor, the purchasing 
department decides whether 
more economical to furnish 
this central stock or direct from the 
jobber or manufacturer. This di 
pends on the location of the } 
making the requisition, quant 
ordered, stock on hand and 
considerations. 

The purehasing department 
has charge of all office supplies 
cluding storage and distribution 
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ETTING THE QUOTATION 


Each step in purchasing routine is most intelligently 


handled when the basic problem and objectives are 


clearly analyzed and kept in mind. 


H. K. LA ROWE, Assistant P. A. 


Dairymen's League Co-op. Ass’n., Inc., New York 


FTER the need for a purenase 
A has been established and em- 
bodied in the form of a requisition, 
it becomes the responsibility ot the 
purchasing department to secure 
quotations on the material from 
vendors who are equipped to furn- 
ish it. This responsibility involves 
three Steps: 

1. Locating sources of supply. 
Determining the reliability 
of vendors. 
3. Procedure involved in mak- 


ing the request for quotation. 


Numerous means and methods 


are available to locate sources of 
supply. The most outstanding of 
these are: 
] Alphabetica ist of vendors. 
2. Quotation file set up by com- 
modities in alphabetical and 
then chronological order 
3. Reference books like Thomas’ 


Register and MeRae’s Blue 
Book. 

4. Trade journals. 

5. Catalog files. 

6. Adequate records of sales. 


men’s ealls. 


7. Reference to the office ree- 
ords of Purchasing Agents’ 
Associations. national and 
loeal. 

8. Classified telephone director- 


ies. 
9 Personal references. 
Of all the sources which have 


been mentioned, it would seem that 


Abstract of a paper read before the 
Purehasing Agents Association of New 


York. 


thea phabetical! LIST ¢ vend S 
quotation file, and the catalog fil 
would be ot oreatest service li 
eating a possible souree of suppl 


> . ‘ ~ 
Records ol salesmen S Galis are very 


valuable but thes« may he so file 
that they can be referred to the 
quotation file and all needed refer 
ences made from this partieul: 


file. with the aid of the vendor’ 


list and eatalog file It is usua 

advisable to set up : st of the 
vendors by using some _ visible 
record, whether this be of the r 
tary or the eard cabinet file type 
By so doing, it is possible to index 


readily the different sourees of s 
ply as To whether or not thev are 
manufacturers, wholesalers or job 
bers, whether they allow a eas 


discount. whether they are to he 


considered reciprocally, or accord 
ing to any other information whic 
might determine readily the desi! 
ability of that firm receiving a ce) 
tain inquiry or request for q 


tation. 


A quotation file, so set up. may 


be a very valuable file, in fact. 


probably one of the most valuabk 
in the office, if operated correctly 
For example, one organization, wit] 
which I am familiar, files all quo 
tations alphabetically by com 
modity and then in chronologica 
order. The desirable vendors ar 
located by referring to the quota 
tion file, through a method of desig 
nating the vendors who art Satis 
Tactory for certain materials 


The quotation file should 


f 


eontain letters received as a result 


EXECUTIVI 
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of salesmen’s ealls, so that an 


referring to the quotation fil 


Ve as nearly a complete rec 
as possible ot potential sources 
supply. Certain organizations post 
quotations to a visible file and t 


Li¢ a phabetically by commodit 


Catalogs have been the ban: 


every purchasing agent, as we . 
boon, due largely to the fact 

the work towards standardizat 
S1Izes has not progr ssed rapia 

making a really effective filing 

svstem somewhat impractical. Ie 


general purposes, it would se: 
idVisable to have catalogs 
according to 
hame of the manutacturer 01 
hame of the company issuing 


a aloe. Then. it would be necess; 


/ 


» two files: 1) an alp 
tical list of the catalogs, and (2 

cross reference list or index, set 
Ip sti etl by commodity, mak 
reference to the eatalog und 
which that particular eommodit 
eould be loeated. Some organ 
tions group their catalogs aecord 
ng to commodity, others group 
them according to size and eross 
rererence properly 

Records of salesmen’s ealls 


andled in several different ways 





depending upon the type ot orga! 
ization. When, after an interview 
the purchasing agent believes that 


Ii¢ organization represented by The 


salesman handles a_ product 


vhich he is interested, it seems ad 
visable that he request the sales 
man to write a letter, confirming 
the interview, with reference to the 
commodity handled. Then, if ad 
ditional information is desired. th 
purchasing agent or buyer could 


Contin ied or pat 9 ¥ 


| 


Mtl - 
ouyp 


ross 


AVS, 
rali- 
ew, 
that 

the 








fue EXECUTIVE PURCHASER — April 1935 


Paae 


THE MARKET PLACE 


A summary of the month's developments in the 


essential phases of the basic commodity markets 


SUPPLY 


COAL 


OTH anthracite and bituminous 

were mined in good volume during 
March, with stocks mounting at the 
mines and in consumers’ hands due to 
the uncertainty attending the new 
wage negotiations and the progress of 
the Guffey bill. Strike sentiment is 
strong in Kentucky, Ohio, Pennsy! 
vania, and West Virginia, but with 
bituminous production running about 
1,000,000 tons a week ahead of average 
total consumption in 1926, there is lit 
tle threat of actual fuel shortage in 
the event of a temporary suspension. 


COPPER 


ORLD producers spent. three 

weeks in conference at New York 
last month. Under a new international 
agreement, production is to be cur- 
tailed to the extent of 240,000 tons 
annually, the new rate becoming effec 
tive June 1 and holding until July 1, 
1938, unless revised during that period. 
Unofficially it is understood that 
Canadian by-product metal is to be 
held in matte (semi-finished) form 
and released only in accordance with 
a sliding sales quota, and that Ameri 
can exports to Europe will be re 
stricted to 6,000 tons monthly. 


COTTON 


oe estimates of the world 

crop for 1934-1935, as issued by 
the Bureau of Agricultural Eco- 
nomies, show 22.6 million bales as 
compared with 26.1 last year and a 
ten-year average of 25.53. With 
prices substantially lower than the 
governmental loan value of 12c, and 
a relatively small amount of free cot- 
ton ineligible for such loan, spot of- 
ferings were light and merchants’ 
stocks smaller than usual. C.C.C. cot- 
ton has been taken off the market 
pending price improvement. 


DEMAND 


Purchases were at a high rate dur- 
ing the first half of March, presum- 
ably for stock purposes, and tapered 
off toward the end of the month, 
though industrial consumption is 
generally considered satisfactory and 
well maintained. The demand for 
heating purposes is practically ended 


for the season. 


Domestic sales held to approxi- 
mately the same rate as recorded for 
February. Actual consumption in the 
automotive parts industry, which has 
ranked as a major outlet since the 
first of the year, slackened somewhat 
as manufacturers went on a 3-day 
week. This is understood to be a 
temporary condition to balance stock 


of parts against the assembly line. 


—=—, “i 
YA +> 
= 
os Faded i 
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Domestic consumption is low, the 
seasonal decline from January to 
February being 12.5% or practically 
double the average decline of 6.3% 
experienced over the past seven years. 
The price break in March failed to 
stimulate buying for mill use or in 
the finished textile market. Un- 
certainty regarding the governmental 
loan policy is apparently the reason 
for this lack of confidence. Exports 
thus far are 42% below last year’s 
figure. 


MARKET 


Mine prices for anthracite, | 
sizes, were cut $1.25 per to 
mid-month, with eastern reta 
showing an even greater decli 
consequence. Readjustment 
minous prices now contemplat 
in the average production cost 


percent in each district, the 


10 percent being disregarded 
calculation, with allocation 
being determined solely on tl 
of 1934 figures. It is probal 
the market for slack sizes wil 
free basis, below average 


costs. 


Domestic copper prices—thi 
Eagle’’ quotation—-was unchang* 
9 cents. European copper 
sensitively to trade informatio! 
ping to 6.60 at the mid-mont 
firming on evidences of an 
national agreement, and 
7.40 cents in the closing we 
March. The marketing pla: 
ficially, is said to contemplat 
form of price control and w 
deavor to keep the situation 
chiefly by the publication of 
statistics at offices in New \ 
Brussels. 


The raw cotton market collaps 
March 11th, in the sharpest 
since September, 1927. The 
amounted to 187 points, or $9 
bale on that day, very clos 
200 point limit at which tradi: 
be stopped under the rules of 1 
change. <A further break thi 
ing week registered the yea 
Subsequently about half of t 
was recovered, principally 
ward swing following th: 
expansion vote recorded in 
tion with the Patman bonus | 
market remains in a_ highl) 
state, however, with daily 


tions wider than in recent 
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SUPPLY DEMAND MARKET 
| pon pace of steel product whiel Second quarter demat = Pri changes, while not nume 
began to slacke February, went sappointing to dat Sales t been downward. The ite 
lower in Mare s currently esti iddle west have be t te include steel scrap, bolts 
mated as about 35% at Pittsburgh, lume than in the east st ts eold tinished bars 
with other prod go centers slightly with automobile and ply t - t it the tariff against Belg 
higher. This movement is contrary to leading, and railroad orders s o st is introduced a new competit 
usual seasonal tre s, but it definitely oderate improvement W: . ent. The most important market 
appears now that t peak was at sles have been in satisf: Y o pment of the nth is t 
tained in late ) vy instead of this bran ot the n st o I ( pposition to any continuat 
early April. The lag betwee orders relatively ch more active t the basing-point plan. NRA | 
and deliveries s w been largely sales. ses a compromise measure 1 t 
caught up. Product e) at the eroup-mill base that « 
revised levels us slightly n exeess of S e} sed ip) thie preset 
orders and shipments, and the co S wit init f dist 
plexion of the t ‘ ss ted fro to establish tras custo 
= rs tot lve = irKkeT. The nu the Provisior prevent 
f active pig s is ft turers from absorbing 
virtually w oO those beine blow s5 tor ) sales bast 
approx ately iifsetting thos ts \\ ( does not 
taken out. l ts ) Belg ers : 
Holland, Ge \ ritis Li i 
re an mereasilio vet 
MM" yutput . kept t shipments thr t } 
sideral = = = rate = fle <s tt o 
shit ts th the o M: it t est Sout S S tly ‘ 
a eer ee at . ae Ce ee é : : ae 
9 1 y < thie st \ tag \ s < } t \\ 
t vi ‘ t statisti sit ed to s \ tlets 
S shiohtiy Pi t 
‘ » to: ane ‘ ' 
cami 4 
3 
AREHOUSE stocks wet agall Domestic buyers cont Ket tone 1s soft Pury 
substantially re g t t nd-to-mouth | t ( ‘ts ex dock. he vetior 
past month, turpentine stocks being « demand is virtu : ner oe ee st 
down nearly 55% sin 14% fro Shipments for export 3 es os ss a hile -ieke 
the figures f t t the rst icter, total volume oS 9614, but ti reeed t G14 | 
‘ Mare Re te o V oht, + 1, = th F | y : es - = ie , - , 
hut sufficient t trading 1 
Guirements 
eo of pulp and newsprint are D nd has veen gt | paper market is generally f 
greater now tl it any time since proving, and is abo . G ed tape prices are lower, 
last September, ar utput continues especially for the fine o s ietions re reported o Sulp! 


to exceed shipments. Additional plant and cover paper, and p pulp amounting to $4 per ton for 
capacity 1s planned for the Southern Chemical pulp is h great whed and easv bleaching na 


area. than ground wood. per ton o1 














Tue Executive PURCHASER - 





SUPPLY 


> ideigela oft erude oil during March 
Was in excess of a daily average 


S of 2.6 million barrels as compared 








































with the allowable production of 2.52 
millions. Oklahoma, IWansas 9 and 
Texas fields showed an increasing rate, 
while California and Louisiana re 
ceeded slightly. In view of this situa 
C tion the April Ist revision of allow- 
able quotas, amounting to an increase 
of 7,000) barrels daily, is of little 
practical significance. ‘*Hot oil’’ 
shipments were — sharply — curtailed 
t under the supervision of the Federal 


Tender Board. 


: RUBBER 


RUDE rubber stocks of record 

proportions have prompted the 
International Rubber Regulation Com 
mittee to revise its earlier (February 
26) ruling and cut export quotas to 
70% of allowable production for the 
second quarter, instead of 75% as 
previously announced, and to 695% 
for third and fourth quarter ship 
ments. Total domestic stocks are 
estimated at about 335,000 long tons, 
with current consumption running in 
the neighborhood of 45,000 — tons 


monthly. 


TIN 


AREHOUSE stocks of tin at New 

York were relatively low for the 
greater part of Mareh, but increased 
substantially in the closing week. 
London stocks are heavy, and are 
again strongly held, but moving more 
freely. Tin afloat and en route to 
the United States was in good volume, 
at one time amounting to more than 
S000 tons, most of which was ap 
parently sold) before arrival. = In 
ventories at manufacturers’ plants 


are being built) up. 


ZINC 


RODUCTION has been steady at 

about 8,000 tons per week, since 

the first of the year. This is a higher 

rate than in 1954, and is greater than 
current sales or shipments. Surplus 
stocks, which had been slightly re 

5 duced in February to a figure of 11S 


thousand tons, are again climbing. 
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DEMAND 


Demand for bunker fuel oil, gasoline, 
and Pennsylvania lubricants is on the 
upgrade, Other petroleum products 
are generally sluggish. Operations in 
the newly established futures trading 
market indicate a greater interest in 


the gasoline section than in erude oil. 





Curtailment of operations im the 
tire industry to a 4-day basis starting 
Mareh Isth, contrary to usual 
seasonal trends and forecasts made 
earlier in the vear, are believed to in- 
dicate an unsatisfactory inventory and 
sales situation in this field, an = in- 
ference which is further supported by 
recent price developments. Speeu- 
lative activity was spurred by short 
covering after the cut in export 


quotas was announced, 


Tin plate produetion continues the 
brightest spot in the steel industry 
With activity at rate of S5% to 90% 
of capacity. At this rate annual pro- 
duction would amount to 55 million 
boxes, a new record. This product is 
going immediately into consumption, 
with no surplus of plate or cans ap- 
parent. The carryover of canned 
foods is exceptionally low anda pack 
of good proportions in prospect, plus 


additional outlets in other lines. 


a8 — 
7 
4 


ee 


Demand is light and restrieted to 
immediate requirements. Recession in 


steel activity is being felt, but pro- 


ducers have a comfortable backlog of 


orders on the books. 


MARKET 


The market tone has been st 
firming, with the exception 
sene and heating oils. M 
prices in particular have 
dence of streneth, both on 
wagon and retail basis. I 
area, which was the center 
weakness for some weeks 
now come into line with othe: 
of the country, contributing 
to an undertone of confidence 


eeneral situation. 


Rubber spots and = futures 
sharply in March, reachig 
for the year. There was 
covery trom the low point, 
market continued very uneas 
fluctuations relatively wide a 
Tire prices have likewise 
with a 5% reduction on o 
tacturer’s first line and 
discounts offered to quantity 
possibly the indication of a ¢ 


reduction. 


The decline in tin prices « 
during Mareh, reflecting the 
Sterling exchange. The quotat 
45.7 cents represents the lowest 
reached by this metal since 19 
recovery from this point broug 
of tin to about 47% cents at t 


of the month. Prices on future 


merely nominal, as interest 


centered exclusively on spot 


for use and inventory. 


The market has been strong 
at 5.90 cents, slightly higher t 
February level. Producers 
to admit a 4-cent objective, | 
is little to justify a further 
at the present time. 
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WINGS OVER WATER 


SAN FRANCISCO, CAL. 


no longer a novelty as it was when the silver-winged 


Trans-oceanie aviation, 


Spirit of St. Louis set its landing gear down on the 
runways of Le Bourget, is still far from a routine 
commercial enterprise. (See Fig. 1) <A step toward 
that end was made last month when the steamer 
North Haven lett this port with 118 men and supplies, 
including twenty-four pre-fabricated buildings, des- 
tined to become way-stations on Pan American <Air- 
ways’ projected route to Hawaii, Manila, and China. 
It is proposed to establish these colonies as refueling 
depots at Midway Islands, 1325 miles out of Honolulu, 
and Wake Island, 1191 miles beyond 


wind-blown sand in coral rings, eclaimed for U. 8. 


two heaps ot 


sovereignty by roving naval officers seventy-five years 
ago on the chance that they might come in handy 
some day. Their possession now means that, with the 
aid of Hawaii and Guam, the air trail across the 
Pacific can be broken up into relatively short stages 
with the strategic stations all on American soil. 
Slated as the ship for traveling this new route is the 
Pan American Clipper, whieh has already demon- 
strated its ability in long range cruising in Central 
and South Ameriean service. 


CODE vs. CREED 
LANCASTER, PENNA. 


meekly obedient to the laws of the land and the laws 


Plain-thinking folk and 


oft their faith are the Mennonite farmers of Laneaster 
County. (See Fig. 2. But when these laws are 
mutually contradictory, even the simplest conscience 
may be puzzled and vexed. They constitute no men- 
ace of super-production, since the tenets of their re- 
ligion ban the use of motorized farm machinery, and 
their methods are based on the primitive partnership 
of man and horse. Yet they voluntarily cooperated 
under the Tobaceo Control Act of AAA by reducing 
acreage in 1934. They sign no contracts, for their 
promise is a bond before Heaven and man. They ae- 
cept no unearned recompense, and baffled the eager 
distributors of government benefit funds by declining 
to aecept the proffered checks for crop curtailment. 
But now a new regulation requires the signature of 
each producer to an AAA erop-reduction contract 
3% tax on the sale price of the 
entire crop, and a knotty problem of equity was raised 


on 


or a penalty of 35 


as between actual compliance and the disregard of 


technical red tape. Divine law is not so easy of 


THE NEWS 
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amendment as the fluent legislation of the New Dea 
The only solution: Congressional amendment of thy 
Act, defining the conscientious objection and exempt 
ing the Amish agriculturalists from the necessity « 


affixing their signatures to the formal paet. 


PAY AS YOU FIGHT 


WASHINGTON, D. C 


traditionally deals in terms of minimum charges, and 


Price-fixing legislation 


aims to preserve the sanctity of profits. (Juite the 1 
verse of this philosophy is the proposal ot Bernard 
M. Barueh, highly influential industrialist and govern 
mental advisor, and World-War chairman of the Wai 
Industries Board, who advocated before the Senaté 
Munitions Inquiry that profits be taken out of wai 
Following by twenty-four hours the pronouncement 
ot War Secretary Dern that the munitions industry 
See Fig. 3) should be reserved to private enterprise, 
Mr. Baruch, disclaiming any personal participation 
in war profits, told Senator Nye and colleagues: 
‘Briefly, my proposal is that Congress, after 

declares an emergency exists, shall authorize the Presi 
dent to clamp a ceiling down over the whole price 
structure in effeet on or about the date of deelaration 
of war, when there is a fair relationship among human 
activities and their rewards, and make it unlawfu 
thereafter to charge a higher price for any service ot 
thing. But, coincident with that, a fair price com 
mission shall be set up to make adjustments upward 
Money, like 
other things, would be controlled and directed, and 


or downward as necessity may require, 


told for what purpose it could be used and the charge 
for such use. 

‘By heavily increasing the present peace taxes 
and placing an exeess war profit tax on all earnings 
above peace-time earnings, any war profits which 
might strain through the price stabilization sieve would 
be captured and thus war would be prevented from 
being a profitable industry. And, finally, the plan of 
‘paying as vou fight’ would save generations unborn. 
as well as ourselves, untold misery. | 

‘*Man power would be mobilized as it was under 
the selective draft act, amplified by the ‘work or fight’ 
provision, but labor would not be conseripted. Con 
scription of labor is uneonstitutional, un-American 
and unnecessary. Wages would remain in keeping 
with the price structure and changed only if found 
necessary. The Army and Navy would handle war 
matters, but control and direction of our economic 
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lite would remain under civilian movement, directed 
hy the President.’’ 

Dissenting from Mr. Baruch’s views was Charles M. 
Schwab of Bethlehem Steel, who deplores the muni- 
tions trade as ‘‘an unhappy business’’ but considers 
it a national asset to be encouraged by profit possi- 
bilities. 


TIRE TROUBLE 


AKRON, OHIO.—Following in the wake of the 
Weirton decision on NRA’s famous labor Section 
7-a, the battle-ftront for union reeognition shifts to 
another major industry, as organized labor in the 
form of the United Rubber Workers Federal Union 
placed before the rubber barons of Akron its new 
proposal for a working agreement, the heart of which 
is abolition of company unions. Goodyear, with its 
15-year-old Goodyear Industrial Assembly, heretofore 
considered wholly adequate as a bargaining agency, 
was the first to decline the offer. In this view, the 
company was soon supported by Firestone and Good- 
rich, whose company unions are of more recent birth, 
dating in fact since the enactment of 7-A. This city 
employs 35,000 rubber workers (See Fig. 4). Fol- 
lowing an intensive membership campaign, A. F. of L. 
officials claim the affiliation of at least 22,000. Com- 
pany officials opine that 2,500 would be a generous 
estimate. Old methods were promptly invoked in the 
new dispute. Even as the strike vote was being taken, 
officials of the Big Three were preparing for siege, 
raising barriers of barbed wire and installing cots 
for loval employees. 


HOPE SPRINGS ETERNAL 
NEW YORK, N. Y.—After three weeks of confer- 


ence behind closed doors, through which leaked many 
a premature announcement, the world producers of 
copper, representing every exporting country except 
Canada (Russia and Japan supplement domestie pro- 
duetion with foreign supplies) emerged with a three- 
year program of drastically curtailed output, ex- 
change of statistical data, uniform terms and trade 
practices. Disclaiming any attempt to pool sales or 
fix price levels for their commodity, the new plan 
seeks stabilization through friendly cooperation and 
the intelligent correlation of supply with normal de- 
mand, affording adequate supplies without aeccumula- 
tion of the topheavy stocks which have weighed 
heavily upon the market these many years. 


Photos by Ewing Galloway 
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UALITY SPECIFICATIONS 


OR WIPING CLOTHS 


The 


workers’ health. 


buyer has a distinct responsibility for 
Clearly defined standards 


of cleanliness help him to buy safe products 


E. D. SZOLD, Secretary 


Sanitary Institute of America 
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members of the Sanitary Institute 
of America. the trade association 
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The rags gleaned from public dumps 
generally go into the manufacture of 
péper or roofing materials. But this 
rag picker follows the custom of his 
kind by separating the less dirty 
pieces. They may go to a wiper laun- 
dry, or they may be sold without 
treatment, as ‘‘clean picked"’ wipers. 


sanitary mg Ol ‘Steril ed >” UNLESS 
ev have been thoroughly was 

d boiled in a solution containing 
re soap—76% eaustie and 
chloride otf lime, and dried in 


temperature of more t! 


Fahrenheit.’* Evy ery me mb 
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ing cloths attestine to the « 


autions of 


manutacture. 


SANITARY HAZARDS 


value or sueh standards. 
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It is 


that many bales of wipers 


rigidly enforeed, 


e user of wiping ¢loths. 
no secret 
‘sanitary’ whic 


ve been sold as °* 
ire in reality what is known in tii 
ndustry as 


*‘elean picked” rags; 


is, selected unwashed rags 


























which have been sold by a dealer 
without aetually laundering them. 
Moreover, a large volume of rags 
are imported from foreign coun- 
tries (notably Japan) every vear, 
and are sold as ‘‘sanitary’’ wiping 
cloths. Though the majority of 
these rags are washed in Japan be- 
fore shipment, many are not ; many 
of them are ‘‘river washed’ so 
that there is no actual guarantee of 
100% sterilization. 

Tests conducted by the National 
Pathological Laboratories at the in- 
stanee of the Chieago Better Busi- 
ness Bureau in 1932 showed a 
count of approximately one mil- 
lion bacteria on a surtace of ten 
square em. of an unwashed wiping 
¢loth. A test o 
in accordance with the above 


_. 


a cloth processed 


formula for sterilization showed the 
fabric to be completely free from 
bacteria. That products have been 
represented fraudulently as sterile 
even when laundered in domestic 
laundries, but with ineffective 
agents or methods, appears from a 
Federal Trade Commission stipu- 
lation (438) in which a manutac- 
turer of soap products agreed to 
discontinue deseription of his prod- 
uct as **Sterilizing Suds** when in 
fact they had not that effect. 


FALSE SECURITY 


Beeause the ‘‘fear appeal?’ has 
been dishonestly used so often in 
statements regarding infection 
danger, especially with respect to 
foreign produets, there is a tend- 
eney among many of us to disre- 
gard all of these statements as be- 
ing completely without foundation 
in fact. This attitude is a fallaey. 
While there is probably no danger 
of a leprosy epidemic resulting 
irom imports of Asiatie products, 
ho disinterested bacteriologist or 
physician will deny that disease 
may be transmitted by means of an 
unwashed garment sold to an in- 
dustrial plant for use as a wiping 
cloth. 

With regard to the test con- 
ducted for the Chicago Better Busi- 
hess Bureau by the National Pa‘ho- 
logical Laboratories, the report 
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states: ‘*The predominating type 
of organism found was a staphylo- 
coccus, often responsible for boils, 
acne and many other skin infec- 
A report of the Industrial 
Hygiene Bulletin issued by the 
New York State Department. of 


tions.’’ 
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Labor coneludes a_ bulletin 
**Wiping Rags in Industry 

the following: **Common dec 
requires that wiping rags 
washed and sterilized. The 

bility that such rags may cary 
fection gives the washed and st 
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CLIPPING BUTTONS AND SORTING 
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.....tO connect the 
important details of 
modern business.... 


Business of today has grown so complex that no one 


man could ever hope to coordinate all the details 





necessary to the successful operation of a single unit 
But there is a device which supplies the connecting 
link between the various functions of business — printed 
rds. The ultimate efficiency of any system of records 
depends, to a large extent, upon the paper selected f 
this purpose. When you select ADIRONDACK BOND 
you get a paper which is admirably adapted to all 
general business uses... twelve distinctive colors and 
white, in a full range of sizes and weights ... a surface 
that takes typing, writing and printing to perfection 
and a price which meets today’s demand for economy) 


INTERNATIONAL PAPER COMPANY 
220 East 42nd Street, New York, N.\ 
ranch Sales Offices: ATLANTA « BOSTON * CHICAGO 
CLEVELAND e PHILADELPHIA e PITTSBURGH 


ADIRONDACK 
BON 


Acmmenarriennkle 
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“QUOTATION 


HE system ot State-ust 
prison-made goods is a n 
sham, a shadow without any s 
stanee, unless the requirements 
the State, county, municipal and 
other governmental departments 
and institutions are reserved 
the prison plants. No eneroac! 
ment on this preterred market 
should be tolerated. My Position 
has always been: The free market 
tor free industry and free labor: 
the government markets for 
governmental industries ; neithe: 
ifringe on the other.’’ 
Vortimer Fishel, Counst 
National Associat 
Work Shirt Manufacturers 


tr is contrary to reason that the 
emergence of a more efficient 
and more economical method 
production should constitute a a 
low’ or any other kind of peril. It 
is helping the backward peoples 1 
enjoy commodities which heretotor 
have been beyond their reach It 


will 


surely prove to be an impo! 
tant factor in the world’s economic 
recovery. Progress ot elvilizat oO 
has been attained by a series 
such accomplishments. ”’ 

Hon. Hirosi Saito, 
Japanese Ambassado! 
to the United States 


USINESS itself is solely to 

blame for the enrollment of a 
claimed 34,000,000 under the ban- 
ners of Senator Long, Fathe 
Coughlin, or Dr. Townsend.  In- 
stead of cooperating with the Ad- 
ministration, it has stalled and 
balked and held back until the 
masses are losing hope.”’ 


ately ’. % Pile) le 


HE foreign trade of America 
is dependent upon triangular 
trading. It is exceedingly danger- 
ous to start out on bilateral agree- 
ments. ’’ 
Hon. Francis B. Sayre 


Assistant Seeretary of State 
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N MARKS” | 9 
— pendent upon the amount of | al 
sub- money in eireulation, but rather 
™ the velocity of its turnover. If 
and there were the same rate of velocity 
‘nis ~ : ° 
today (2.35) as there was in 1928 
or 1929 (3.12), the present national - Message of /mportance to 
2a income would be about 75 billion | _— 
rket dollars instead of 50 to 55 billions. All Purchasers of Office 
— A mere increase in the volume of ; 
ia money does not inerease national Equipment 
peak income to the same extent. This is 
om beeause the ownership of money, 
» > nll oness 7 } .) r a e e ‘ 
or the willing ness of the ownel @ My organization has nothing to sell you 
ship of money, must determine 
whether it is to be put to use.’’ —to the contrary, | have a message for you 
! . 
—Marriner S. Eccles, , ; 
— Governor, Federal Reserve Board. that will prove of considerable material 
ia Rae . benefit to you and the organization with 
: r is a matter of unanimous at- 
. titude among the men in the which you are connected. 
management of industry in this 
. country that one of the most haz- 
ardous sports that can be indulged ¢ This message being of such a confidential 
, in is to sit down with competitors Pay : 
es th dee” nature makes it impossible for me to make 
= a) , Ss . . . 
por: | s. Clay Williams, it known in the form of an advertisement. 
ail President, R. J. Reynolds Tobacco 
sei Company, and Chairman, Na- 
a tional Industrial Recovery q if you will sign the coupon below and 
Board. 
send it to me attached to your letterhead, | 
v, “ y . 
VO years ago business had 
dor . 5 . . . Ml Mi 
: | every reason to expect that a am confident you will find my story a 
ites 
} % ‘ € yas i S 225 «< f- e e 
n and new deal was in store, to a convincing one. 
; ford freedom from cutthroat com- 
ie petition and a decentralization of 
ot a ° ° 
industry looking to the salvation of 
ban- nies ase 
oe small industry. We find now large J . 4 R T H U R L Y O N S 
1@1 ° ° ° 
-entralizat f business, and the 
In. ee ee 303 W. MONROE ST. CHICAGO, ILL. 
Md bulk of the unfair competition still 
; K with us.”’ 
te —Hon. Gerald P. Nye, 
U.S. Senator from North Dakota. ha. 1. Awnam Lyoe 
é 7 303 W. Monroe Street 
?, 1E 30- r week would slow 
aa HE 30-hour week wou d “nde CHICAGO ILL. 
down farm purchasing and re- 
tard business recovery. If manu- You may let me have your story 
wee facturing costs are sharply in- without obligation on my part. 
ula! creased, you will put the farmer 
ger- right back where he was. He | Name — 
‘ata wouldn’t be able to buy at the | 5 
higher prices.’ aia 
coal ! —Gen. Robert E. Wood, City & State - 
; President, Sears, Roebuck & Co. | 
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BUSINESS BOOK 
OF THE MONTH 


Profit is the root of 
all evil. Or is it? 


HERE is a great deal of astig- 

matism in this cock-eved worid, 
and a great many lenses have been 
ground to correct this faulty vision. 
The success of optometrie science 
lies altogether in placing the proper 
lens before the proper eve, for the 
lens itself is a distortion in the op- 
posite direction. Place it in front 
of the right optie and vou produce 
an image that is close to the truth, 
but place it before an eve that is 
already inclined in the same diree- 
tion, and the aberration is more 
pronounced than ever. 

To state that Partners in Plunder 
is such a lens is to lay onself open 
to the authors’ scorn and to invite 
the charge of complacency or c¢om- 
plicity in the evil situation that is 
here revealed. For doesn’t this 
volume fairly bristle with facets 
directly quoted, incontrovertible, 
supported with twenty-four solid 
pages of reference notes citing date 
and line for every specifie allusion 
in the text? It does. But unfortu- 
nately, a great part of this ma- 
terial, though interesting and 
mildly sensational, is hardly ger- 
mane to the course of the areu- 
ment. The facts are there, but 
the final picture is out of foeus. 

General Johnson says the book 
ought to be kept out of the mails as 
ridiculous in its conclusions, whieh 
seems to be extremely generous 
indeed fulsome—tribute to its pos- 
sible influence. That very state- 
ment, the ‘‘threat of suppression,’”’ 
has been seized upon as the key- 


note of advertising ballvhoo for the 
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PARTNERS IN PLUNDER—The Cost 
of Business Dictatorship. By J. B. 
Matthews and R. E. Shalleross. Published 
by Coviei-Friede, New York. 444 Pages. 


Price $2.50. 









volume itself. And there vou have 
the pertect illustration of this lens 


and its distortion. 


THE PROFIT SYSTEM 

There are two steps in th 
authors’ argument, one economic 
and the other political. 

The economic phase coneerns the 
moot question of the profit system. 
It is epitomized in two statements 
in the opening chapter. 

In 1776, Adam Smith wrote, 
‘*Consumption is the sole end and 
purpose of all production; and the 
interest of the producer ought to be 
attended to only so far as it may be 
necessary for promoting that of the 
consumer.”” To which Messrs 
Matthews and = Shalleross add 
**Amen.’”’ 

In 1932, Professor E. R.A. Selig 
man of Columbia University wrot« 
‘It there were no producers there 
would be no consumers; only stag 
nation and death. Therefore, as 
between the interests of consume 
and produeer, the producer should, 
if need be, favored.’’ 

That is a philosophy that was al 
ready disturbing Adam Smith 156 
vears earlier, and that has grown 
in its sinister implications with the 
erowth and concentration of capital 
wealth. It has given rise to many 
abuses, and it is well that we should 
be apprised of them. These abuses 
do not necessarily mean that the 
system itself is intrinsically bad. 
Without presuming to sit as judg 
or final arbiter in the case of Smith 
v. Seligman ef al we should never 
theless take cognizance of the 
brief for the defense: that the 
profit motive has been the leading 
ineentive to personal effort and 
business development; that it has 
been the incentive for mass produe- 





tion which is the necessary premise 
for mass distribution or consump 
tion and the chief source of employ 
ment; that its record for dissem 
ination of goods and services ex- 
ceeds that of even the most benevo- 
lent and well-intentioned govern 
mental program; that it is a ¢on- 
stant incentive to lower production 
costs, resulting in savings which 
may or may not be reflected in 


price to the consumer. 


GOVERNMENTAL SANCTION 


And now we leap to the second 
issue, which deals with government. 
The indictment is not restrieted by 
party lines, as both the Great Engi 
neer and the Great Experimenter 
are implicated. The charge: that 
they, and all proponents of a so 
called capitalistic organization ot 
society, condone the profit system. 

Let us eall to the witness stand 
the Hon. James A. Farley, who 
may not qualify as an expert in 
economies or statesmanship, but 
who speaks with authority on mat 
ters of Administration poliey. He 
testifies : 

“The government ¢an no more 
venture to take the profit motive 
out of industry and commerce than 
it could attempt to establish di 
liberately a wage seale below that 
which would afford a deeent stand 
ard of living to the toiling popu 
lation.”’ 

That statement does not in any 
way condone the abuses or the ex 
cesses of the profit svstem. In faet 


it goes farther in that it concedes a 





social responsibility to provide the 
means ot supporting that system in 
buving power and consuming 
power. Guilty as charged! But 
cuilty of what? Primarily, a dif 


ference of opinion. Unless the 
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prosecution can go back and prove 
that the profit system is wholly, 
irremediably wrong, the case falls 
flat. 

There is ample evidence that the 
present Administration is aware of 
most of the dangers that are here 
recited with explosive intensity and 
in the guise of startling revelation. 
It is deeply concerned with the re- 
striction of economie opportunity 
and security for the non-eapitalist, 
the small industrial capitalist, and 
the farmer-eapitalist. It has sought 
earnestly to provide that seeurity 
temporarily through the channels 
of governmental enterprise and in 
a more permanent way through the 
established channels of profit-seek- 
ing private enterprise; and to that 
end it has sought to provide secur- 
ity for private enterprise. All of 
its efforts have not been uniformly 
well-advised (and the curious pro- 
gressive delegation of authority to 
interested parties in the recovery 
program is one of the most serious 
errors of judgement), but it has at 
least shown a willingness to retrace 
its steps and correct its) errors. 
And in a reeord that is marked by 
many such changes of front, the 
one steadfast purpose that has been 
tenaciously observed is to secure to 
the workers an honest share of the 
profits. 


VOTES AND TAXES 


The authors of Partners in 
Plunder place too much reliance on 
legislation as the obvious language 
and funetion of government. But 
legislation is not the only weapon 
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in the arsenal. There are vast pos- 
sibilities in the power of taxation 
and the privilege of the vote from 
which all these powers are derived. 
It is a matter of deep concern to 
most of us that we are only at the 
start of a long period of relatively 
heavy taxes incident to the present 
economie readjustment. We 
haven't vet reached a satisfactory 
scheme or allocation of this burden, 
but it is becoming increasingly evi- 
dent that any conception of taxes 
which considers such revenue only 
as a means of meeting the cost of 
governmental administration, — 1s 
very incomplete. It is likely to 
inelude the cost of the program for 
economie security in many of its 
phases and in this way to dis- 
tribute the burden whieh is here 
regarded solely as the profit burden 
borne by eonsumers. That. is not 
an altogether pleasant prospect, to 
be sure, but it is one way of achiev- 
ing a parity of cost without saeri- 
ficing the profit incentive. 

The voting privilege is another 
vital factor. And upon this sub- 
ject our witness Farley ean elaim 
the status of an expert. You ean 
take it either way—that the elector- 
ate, through its chosen representa- 
tives, is fundamentally responsible 
for governmental policies; or that 
an elective administration has as 
one of its primary objectives io 
perpetuate itself in office. The con- 
clusion is the same. The publie 
may be gullible, but it is far from 
helpless. If the people have been 
misled (as, for example, in reject- 


Continued on page 28 





BOOKLETS 


HOW TO GLUE CELLOPHANE. 
A 12-page booklet on the properties 
of various transparent wrappers 
and the problems eneountered in 
their use. National Adhesives Cor- 
poration, 820 Greenwich Street, 


New York, N. 2 


OPERATORS HANDBOOK 1935. 
A 44-page booklet on tire perform- 


ance. It treats of proper tire selec- 
tion; specifications ; inflation sched- 


ule and load capacity; analysis of 
tire and axle loads; and methods of 
determining cost per mile. The B. 
KF. Coodrich Company, Akron, 
Ohio. 

BATTING “EM OUT. Twenty 
pages of intricate and deeply 
drawn parts, with special require- 
ments of processing, finish and 
strength, which have been success- 
fully fabricated from strip steel. 
Acme Steel Company, 2843 Archer 
Avenue, Chieago, Il. 
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JUST WHAT 
YOU PAY FOR ! 


‘ whether it is clothing 
or Springs. 


During these days of price 
slashing and getting the orde: 
by any method, the 


LEE SPRING COMPANY, Inc. 
is sticking to the principles 
upon which our organization 
was founded: 





Dependable Springs that are 
accurately and painstakingly 
built from selected materials. 


Send For OUR NEW SPRING 
SPECIFICATION SHEET 


You will find it highly useful 
in ordering and designing 
Springs of all kinds. 

-BY, 
Five 
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LEE SPRING C0. 


INCORPORATED 


BROOKLYN, NEW YORK 





Visit us at Booth No. 117, May 20-23, 1935 
INFORM-A-SHOW Waldorf - Astoria 
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UST one more month, and the twentieth anni- 

versary convention of the N.A.P.A. will be in full 
swing at the Waldorf-Astoria, New York City. Hun- 
dreds of purchasing executives have red-circled the 
dates—May 20-23—on their calendars. If you are not 
already among that number, do it at onee and plan 
to spend those four days with your fellow buyers. 
This convention promises to be the year’s ‘‘ best buy”’ 
from every angle—a splendid investment of time and 
money for vour company and vourself. 
THE CITY 

New York has more to offer than sheer size. It is 
more than a sky line, a skyscraper canyon, and a 
vroup of night clubs. It is literally a city where you 
ean write your own ticket and find every conceivable 
interest represented. 

It is a historie city, a former national capital, with 
many an inspiring landmark of colonial and revolu- 
tionary times to invoke the past. 

It is the busiest port of the new world, with ship- 
ping of many flags riding its broad harbor. 

It is the theatrical capital of the country and a 
center of other arts as well. 

It is a manufacturing center of amazing diversity. 
and the financial pulse of the nation; a shopping 
center without peer. 

It is the site of engineering and architectural 
achievements of worldwide importance. 

Whatever your interest or hobby, you will find 
much here to claim your attention. 


THE HOSTS 

The New York Association is the largest local group 
in the N.A.P.A. and one of the most active, besides 
contributing largely to national leadership. It has 
sent large delegations to each successive convention 
over the past two deeades and is eager to repay the 
courtesy. Seventy-eight of its members are actively 
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CONVENTION 
PRE-VIEW 





engaged in committee work and the entire member- 
ship constitutes a committee of the whole to make this 
an outstandingly friendly convention. 

And bear in mind that New York is also the head 
quarters of your national organization, in which every 
member has a personal share. Get acquainted with 
the heart and source of vour Association activities 
THE HOTEL 

The Waldorf-Astoria is one of the famous hostelries 
of the world With a tradition of unexeelled hospi 
tality and service, housed in a building where noth 
ing has been overlooked for the comfort and con 
venience of its guests, admirably equipped for hand 
ling a complete convention, and accessible to all th 
varied activities of the city, it weleomes the N.A.P.A 


PLANT VISITS 

The full program of plant visits will not be com 
plete until delegates have expressed their particular 
desires. If it is humanly possible to schedule a trip 
to the plant you want to see, it will be done. Mean- 
while, several visits of general interest have been ar- 
ranged for you: 

The S. S. Manhattan of the United States Lines 


a thoroughly modern Trans-Atlantie liner, yours to 





see from stem to stern, from the gleaming engine 
room to luxurious eabins and saloons. 

The publishing plant of the Daily News, the largest 
daily cireulation in the world, the paper that put over 


tabloid journalism in a big way. 
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The New York Stock Exchange, financial barometer 
and pulse of the nation. 

The Holland Tunnel, the marvellous engineering 
feat which permits a steady stream of vehicular traffic 
to pass under the broad waters of the Hudson, con- 
necting Manhattan Island with New Jersey. 


INFORM-A-SHOW 


Another great edueational exhibit of the industrial 
materials and processes, vour chance to keep abreast 
of latest developments in the tools of industry and 
trade—metals, containers, business machinery, pencils, 
fire extinguishers, belting, lamps, springs, filing 
devices, valves, fuses, stampings, fuels, abrasives—the 
everyday items on the buyer’s list presented in a 
manner that cannot fail to aid you in yeur work. 


ENTERTAINMENT 

Beginning with the Early Birds Dinner on Sunday 
evening, and reaching a climax at the annual Banquet 
in the great Ballroom of the Waldort, the lighter side 
of the Convention has been carefully planned to make 
this a real vacation for Mr. and Mrs. P.A. as well as 
a business meeting. 

The famous greens of Long Island, Westchester and 
New Jersey courses will be open to the golfers. High 
spot of the entertainment program is the boat ex- 
eursion along Manhattan’s waterfront, then up past 
the towering Palisades of the Hudson to the impress- 
ive bastions of the U. S. Military Academy at West 
Point, where the Cadet Corps will appear in dress 
parade —an impressive and never to be forgotten 


spectacle. 


PROGRAM 

A comprehensive study of financial policies and 
their effects on purchasing has been planned. This 
is by all odds the most important problem facing 
today’s buyer. What the dollar will buy depends 
primarily on what happens to the dollar in the next 
few months. Whither are we heading? There seems 
to be a wide divergence of opinion on this point, but 
the purchasing agent must be prepared to meet the 
situation whichever way it develops. Competent 
speakers on financial matters will analyze for him 
the probable trends of national policy and what they 
mean in terms of markets and prices. The discussion 
will be continued in group sessions devoted to par- 
ticular commodities. This is a project of outstanding 
importanee and practical interest to every buyer. 


REGISTRATION 

The first reservations are already in, and every in- 
dication points to a record attendance. Plan now 
to come and take part in this great meeting. Encour- 
age a large attendance from your local group. And 
assist the committee by registering early. 

You’ll never forget it. 

You'll never regret it. 


— ant ~ 


HS, 


Felt by Felters is employed 


with success and economy 
in a wide range of industries. 
It is non-fraying, cuts to pre= 
cision measurements in all 
SPECIALTIES shapes and sizes. Available 
in any desired color, thick- 
ness or density. We will be 
glad to submit quotations, 
samples or special data rel- 
ative to the adaptability of 


Telt to new uses. 


THE kt COMPANY, INC. 


210 SOUTH STREET, DEPT.EP, BOSTON, MASS: 


} 7.3 





WE CALL ITA “CATALOG” 
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HIS interesting book shows, by act 

photos and accurate diagrams, 

different kinds of springs (extension 
compression, torsion, etc.) and gives full dat 
on their characteristics and adaptability 
various types of service; also useful wit 
tables, gauge tables and decimal equivalent 
There is a valuable section devoted to scre 
machine parts as well. If you are concern: 
with purchasing, this book should be on y 
desk. Sent free if requested on regular 
partment letterhead. 


PECK SPRINGS 


|_ AND SCREW MACHINE PARTS 


THE PECK SPRING CO. - DEPT.P - PLAINVILLE, CONN 
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Pa ISCOVERY of gold at Sutter's Mill 

and the ensuing stampede to Cali 

fornia make the years 1849 and 50 amon 
the most exciting in American history 


In the six months from January 1 to Jul 


the officer 


1, 1850, 


1 


commanding Fort 


Laramie reported 42,000 emigrants and 


at work 


BRASS 





9,720 wagons had passed, bound for the 
gold fields of California. 


We didn't 


1 


try our luck —in fact, that 
very year we opened our plant at Bristol 
Connecticut, and for 85 years have beet 
learning about the making 

Sheets 


Rods — Wire 


Perhaps we can help you! 





GETTING THE QUOTATION 


Continued from page 12 


dictate a memorandum and file this 
in the quotation file for reference 
at a future time. 

Locating sources of supply re- 
quires careful search and thought- 
ful study. 

After we have located different 
sources of supply from which we 
believe bids upon our requirements 


proces d ia 


should be received. we 
one of the major paris ot our prob- 
lem, namely, determining the re- 
liability or capacity of these sources 
ot supply to fil] orders. This 
calls for real judgment on the part 
of the buyer or purchasing agent 
and consideration should be given 


to several factors. For example: 


1. Number of vears vendor has 
been in business. 

2. Dun & Bradstreet records. 

3. References of other users. 

4. Research facilities of vend- 


ors, 


; “a°,° e 
racilities 0 


5. Engineering 


vendors. 


6. Efficiency of inspection de 
partment of vendors and the 
amount of Inspection neces 


sarv by buver. 


The number of vears in business 
indicates to a certain extent the 
stability of an organization; it 
would seem that they had a certain 
degree of experience that a newer 
organization would not have, and 
that refinements would have been 
made in their cost structure as well 
as other details of operation that 
might reflect itself in benefit to the 
purchaser, 

Dun and Bradstreet reports are 
available at low cost and very often 
interesting, 


reveal pertinent in 


formation such as interlocking di 


rectorates, the financial status of 


the organization, and other unfa 


miliar facts of value. 


References from other users of 


like produets are still obtained and 
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when given frankly are of great 
Value to a potential user. The 

liability of the source of supply 
mar be connected directly To ( 


extent research is carried on 


the vendor and to the engineering 
ability of the vendor. The pro- 
eressiveness or the conservatism ot 
the organization which has been 
considered may be of value also 

The efficiency of the inspection 
department of the vendor should 
be well known. If it is not satis 
factory in every detail, it will b 
necessary for the purchasing agent 
to consider the extent to which lh 
must supply his own inspection and 
the costs incident thereto. 

In these days of code regulations 
and attempts towards price fixa 
tion, it is more necessary than ever 

ereat caution be used in the 
selection of a vendor and the de- 
termination of his reliability. 

Other faets to consider in the 
selection of the source of supply 
hot properly in the category oft de 
termining the reliability of the 
loeation, 


Amer- 


eredit eX- 


vendor are eeographical 
local considerations, ** Buy 
ica’, reciprocity, and 
tension. 

After all these factors are con- 
sidered there must exist a certain 
mutuality between buyer and seller, 
the former depending to a certain 
extent on the veracity oft the seller, 
and the latter depending upon the 
buver’s financial integrity. 

The next phase involves specifie 
procedure in making the request 
tor quotations. 

The request for quotation may 
be made by using a standard or 
stock inquiry form, by letter, by 
personal interview with the sales- 
man, 
When 
used, definite information should be 


by telegraph or telephone. 


a standard inquiry form 1s 
requested and = inquiry number 
should be used as a means of identi 
fication. It 


space in the upper right hand ecor- 


is well to provide a 


ner of the form where an alpha- 
betical commodity designation may 
be made. Space should be pro- 
vided for the quantity of material, 
a deseription of the material and 








he 


ly 


the 


On, 
CX- 


On- 
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ler, 
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ler, 
the 


ifie 
lest 





quality desired, unit of measure, 
list price, discount from list, and 
net price. Information should be 
listed also on the inquiry which 
would indicate the F.O.B. point, 
the shipping point, the rate of 
freight from point of shipment, the 
total shipping weight in pounds, 
and whether or not the price quoted 
will be protected against decline in 
market price. .A space should be 
provided for the date of submit- 
ting the quotation and the signa- 
When a stand- 
ard inquiry form is used, it is some- 


ture of the bidder. 


times advantageous to have listed 
on the front or reverse side any 
specific conditions to which the 
vendor will be held in furnishing 
material. 

In smaller organizations where 
the number of inquiries is not large 
enough to warrant the issuance of 
a standard form, a letter may be 
used. When obtaining a price by 
personal interview with a salesman, 
it is also well to have a small 
mimeographed form available 
which is designed to inelude such 
information as the standard in- 
quiry form would. The salesman 
may then be requested to sign this, 
and the quotation filed in the regu- 
lar manner. This eliminates mis- 
understandings and provides the 
means of keeping the quotation file 
current and in proper order for 
reference by other buyers or for 
reference by the purchasing agent. 
Quotations obtained by telephone 
very often lead to misunderstand- 
ing, and therefore careful atten- 
tion should be given to obtaining 
the name of the individual quoting 
and being sure that prices given 
are correct. 


x * 


DEVELOPS “LIQUID” 
COPPER 


ISCOVERY of a chemical 

process whereby copper, 98.3 
per cent pure, is prepared in a form 
Suitable to application in a liquid 
carrier, has just been announeed 
by H. M. Rice, metallurgist and 
Manager of the Nichols Copper Co. 


The process was found by two 
scientists after nearly eight years 
of persistent work in a private lab- 
oratory in Chieago, and solves a 
riddle that has perplexed chemists 
for many years, Mr. Rice said. 
For the first time, so far as is 
known, elemental copper has been 
broken down into a finely powdered 
non-crystalline form, which, when 
mixed with the special vehicle, 
yields a material not unlike liquid 
copper. It may be applied by 
spraying, dipping, or with a brush. 
The vehicle not only holds the 
copper in suspension, approaching 
a semi-colloidal state, but when 
dry, it forms a perfect non-porous 
seal. It completely shuts out air 
and moisture that cause an electro- 
lvtie action on iron and steel and 
other metals to which it is applied. 
The use of this new liquid-like 
copper is not confined to metals, it 
also serves as an ideal coating for 
When 
used on these surfaces, it offers the 


wood, brick and conerete. 


same protecting qualities. 

A special carrier has been per- 
feeted which makes it possible to 
procure metallic rubbed-copper ef- 
feets on wood and metal and other 
smooth surfaces. 


k ok 
OBITUARY 


Wittiam J. McANEENY, 62, vet- 
eran purehasing official and ex- 
ecutive of the motor industry, died 
at Detroit, Mareh 24th, after a 
brief illness. Mr. MeAneeny be- 
came purchasing agent for the 
Riker Motor Vehicle Company in 
1899, and later served in a similar 
capacity with the Electrie Motor 
Vehicle Company and Chalmers 
Motors. In 1910 he went to Hud- 
son as tactory manager and was as- 
sociated with this company for 
nearly a quarter of a century, be- 
coming president in 1929 and later 
chairman of the board. He was 
the first president of Essex Motors, 
Last De- 
cember, Mr. MeAneeny was elected 
president of the Hupp Motor Com- 
pany, but resigned in February on 
account of ill health. 


an affiliated organization. 
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Railroad rulings, express regula- 
tions and transportation require- 
ments of all kinds change fre- 


quently. As they change they 


affect your methods of packing. 


\ 


H & D engineers are in contstant 


touch with authorative sources 


which supply this information 


first hand. When you deal with 





H & D you positively secure the 
benefit of the latest available 
information on all transportation 


THE HINDE & DAUCH 


details. 


PAPER COMPANY » » 
340 Decatur Street, Sandusky, Ohio 


* : 


HINDE AND DAUCH | 
feeered SHIPPING BOXES |) 


NCH OFFICES IN PRINCIPAL CITIES 
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BUSINESS BOOK 
OF THE MONTH 


(Continued from page 2 


ing the EPIC plan! see pag 
38% ff.) the situation is one that 
ealls tor edueation rather than 
vituperation. 

The seienece of votes is a delicate 
compromise between leadership and 
being led. It essays to form public 
opinion and works most industri- 
ously to convert as large a majority 
as possible to the prevailing view, 
but it attunes a sensitive ear to the 
rumblings of discontent and to new 
directional faetors ot eurrent 
thought. There is much evidence 
to indicate that the present admin- 
istration is far more sensitive and 
responsive to such influences than 
was its predecessor in office, tar 
less stubborn in adherence to set 
forms and policies. It has hedged 
important programs with the dis- 
armingly frank admission that they 
are either experimental or emer- 
gency measures. And though many 
ot these programs were doubtless 
launched in the hope of a long and 
prosperous voyage, they can with 
good grace be restricted to short 
cruises in safe waters if the storm 
signals are set. Fortified with a 
recent vote of confidence, the legis- 
lators have less of a problem ot 
‘saving face’’ than have their vot- 
ing constituents. 

To consider a case in point, the 
present mternal turmoil in NRA 
appears to be a sudden voluntary 
readjustment before such read just- 
ment is foreed by popular demand 
or Senate action. The foree of ad- 
verse criticism will find itself dis- 
sipated against a retreating ad- 
versary. Perhaps the worst that 
ean be said, and substantiated. 
against the program will be that 
the estimate of two years of emer- 
gency was too long by a few months. 
Under these circumstances, it will 
be difficult to muster popular in- 
dignation to a degree approaching 
the revolutionary despair and 
trenzy which these authors foresee. 

The eourse of development is by 
no means as inevitable as it would 


THI 






appear from the logic of this 
volume. There are in fact several 
different paths which might be fol 
lowed. One of the most probable 
choiees is a reversion to the broad 
outlines of the system which Messrs. 
Matthews and Shalleross fear and 
which (in the abuse rather than the 
observance we now regard as re 
sponsible for many of our troubles 
The abuses and exeesses of that 
system, we hope, will be corrected 
and brought under control: the 
social consciousness that is the es- 
sence of the New Deal will not be 
permitted to wane, and practica 
legislative machinery will be ad: 
vised to make it effective. 

After all, as consumers and as 
members of the business ecom- 


munity, we are interested in re- 





PROMOTED 





LLOYD J. PINKOWSKY has 
been appointed purchasing agent 
for the Four Wheel Drive Auto 
Company, Clintonville, Wisconsin, 
to sueceed the late Guy H. Billings. 

Mr. Pinkowsky joined the FWD 
organization in 1924, and worked 
four years in the stock department. 
He was named assistant purchas- 
ing agent September 1, 1928, and 
held that position until the time of 
his recent promotion. He is active 
in civie affairs, and has served as 


Seout Master of Clintonville Troop 


23, since its organization. 
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sults. For all the argument, and 
for all the demonstrations of ow 
European neighbors, the late era o 
prosperity lingers in the minds « 

the great American electorate as 
the Golden Age, and popula! 
reasoning accepts the premise that 
similar causes will produce simila: 
effects. A Fool’s Paradise, if vou 
will. Then let’s eliminate the folly, 
but Paradise still beckons. 


A QUESTION OF METHOD 


In the coneluding chapter th 
swashbuckling crusaders inject a 
shaft of criticism at the consumer 
representatives in NRA _ councils 
for pulling their punches, which to 
them has the effect of aiding re- 
actionary business by *‘deflecting 
much potentially useful criticism 
and fighting energy of informed 
intellectuals into channels of fu 
tility.’” Again the criticism es- 
sentially concerns a difference of 
opinion, this time of method. It 
is better publicity to shout and 
pound loudly outside the council 
hall, but is it the most effective wal 
of achieving a desired result in the 
deliberations ? 

The factual basis of this book 
the expose of fraudulent practices 
in advertising, of deliberately 
hastened obsolescence to promote 
new sales, of misleading grade- 
marks, pseudo-scientifie phrase- 
ology, adulteration, testimonials fo 
sale to the highest bidder, and al! 
the rest—is information that is well 
brought out into the open, and it 
will doubtless be regarded more 
seriously in this year of grace than 
when the first compilations ot 
this type made the best-seller list 
on the basis of their entertainment 
value. There ought to be a law! 
Yes, gentlemen, we agree. There 
should have been a law ere now. 
and some of the laws already on 
the books sho uld have been 
strengthened rather than relaxed 
Positive action is long overdue 
Again we agree. It does not neces- 
sarily follow that business and 
government, even under the profit 
system, are intellectually and 
morally ineapable of that action 
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QUALITY STANDARDS 
FOR WIPING CLOTHS 


Continued from page 19 


ized wiper a factor of safety that 
ean not be ignored.’’ Casualty 
companies state that payment of 
idemnity for loss of time or injuries 
resulting from infeetions traced to 
unsterile rags is not uneommon. 


JUDGMENT NEEDED 

Intelligent purehasers will con- 
tinue to discount extravagant and 
‘‘knoeking’’ statements directed at 
foreign products, when these state- 
ments obviously arise from motives 
dictated by economie interests. On 
the other hand they will listen at- 
tentively to scientific statements 
from disinterested sources such as 
quoted above, and if they do they 


ean not escape the logical conelu- | 


sion that the infeetion hazard in 
the unsterilized wiper is neither 
mythical nor unimportant to the 
manufacturer who values the safety 
and health of his emplovees. 


* Ok 
DIVERSITY IN PURCHASING 


Continued from page 11 


well as purchasing. These office 
supplies are sent to the branches 
on yearly requisitions. This natu- 
rally effects considerable saving, es- 
pecially in printing, where many 
standard forms are used by all the 
many branches and departments, 
and where the price varies con- 
siderably according to the quantity 
ordered at one time. 

The Vermont Marble Company 
maintains a research department, 
which is of great assistance to the 
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THERMALLOY 


Zo NERIN | 


purchasing department in formu- | 


lating specifications, testing ma- | 


terials and seeking new or better | 
material for fabricating and finish- | 


ing the two hundred or more va- 
rieties of marble which we market. 
This is mentioned to again empha- 
size the fact that, to purchase ef- 


ficiently the variety of materials | 


and supplies required by this huge 
organization, there must be ecom- 
plete cooperation and 
With all departments. 


harmony 


THAT CAN 
V4 Os 
BREAK A 
PRODUCT 





The profit, or saving, in screw machine work lies largely in the attain 
ment of uninterrupted runs at maximum speed. This presupposes an 


accurate metallurgical balance between lead and alloys 


less defeats the attempt. 


anything 


Some shops forego the fine corrosion-resistance and low co-efficient of 
expansion of Phosphor Bronze because of its slower working speed. 
Such of these, however, who have tried and used Seymour Leaded 
Phosphor Bronze have found in it a degree of worlzability and pos 
sible speed equal to or beyond that of any Phosphor Bronze they have 


ever used. Unusually even grain and accurate lead content 
explain the difference. May we send you samples for test? 


s) 


SEYMOUR PHOSPHOR BRONZE 

















WHEN WELDS are necessary 
in alloy castings, Thermalloy now 
employs the atomic hydrogen 
process. 


BECAUSE welds such as shown 
are denser, stronger, more ductile 
and more nearly free from inter- 
nal inclusions. 


FOR LONG LIFE in heat, corro- 
sion and abrasion resistant cast- 
ings, specify ““‘THERMALLOY” 


2 
Send for Bulletin No. 101 


THE ELECTRO ALLOYS CO. 


ELYRIA, OHIO 


THE SEYMOUR MANUFACTURING CO., 55 Franklin Street, SEYMOUR, CONN 





ABOVE: Radiograph of poor area 


BELOW: Poor area repaired with 
Electric Arc: note slag inclusion 





BELOW: Same area repaired with 
atomic Hydrogen. 


LE eam RI) | 


X-RAYED CASTINGS FOR HEAT - CORROSION -: ABRASION 
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PRODUCTS & IDEAS 


EMERGENCY 
CARBIDE 
LIGHT 





A NEW emergeney light weighing o1 rty pounds 
when fully charged, and which | for thre 


l é hs 

urs, giving S000 candle power, has recently been de- 
oped by New York manufacturer. It has many 
plications In the municipal, aviation, rallroad, and 
Sasied rc | ee unted F : 
constructi neicds rerector Is mounted on a Uunil- 
rsal swing joint, so that the light mav be shifted io 
anv angle and 1 be @as folded down for earrving 


ndle above the carbide hopper. The 


unit is three and one-half feet high when extended for 
ise, and twenty-eight inches when folded. The light 

v } PS). he eres ea, ee ee 
mi e operates ermittentlv, as needed. without the 

‘ eo «4 | = a ] . } 
Waste ¢ inv ¢ e charge. By throwing a lever, tne 
carbide is release ew eTralns at a time into the water 
tank below. and the rate of feed ot the drv earbide 
S regulated i TY ( by the Yas pressure. No 
spilling it the light is turned over. It will go right on 
operating when s¢ iprigh:. The tank is made o 
1ahteeat — + ‘ . } tinned it ingl att > t} > 
eiviiteeh-Yaulvet SLICE Shee], Tortreadipped hn iead altel Lit 
ee a a 
ank is welded 
g 


THE EXECUTIVE PURCHASER 
623 E. St. Clair Ave. 
Cleveland, Ohio 


Please send complete data on the New Products 
listed by number below: 


PIO Oo 


Name 
Company . 
Address 


City .. . State 


SECTIONAL 
STOCK 
BINS 





No. 47 


HIS seet ni unit bin is designed Tor @ase oO as 

semb simple nesting arrangement without 

he use of bolts or other mechanical fasteners, makine 
adaptable not on Vv as a permanent stockroom fixture 
on — a 


convenient yortable device To Ie 


wi l eal ( ob large assemblies or outside ct 
struction Built of heavy gauge metal, they are sub 
stantial thoug the unit weight is not great. Row 
eonvel ‘ ~ e so standardized and interchange 
ble as er fexibilitvy and variety of arrange 
ment f ( be se up back to back, and n al hn 
furnished wit a counter top if desired 


oupon belo 





VULCANIZED SPLICE FOR 
CORD BELTING 


No. 48 


~~ NCEMENT of a patented vuleanized splice 
for cord t , 


ransmission belting greatly increases th 


utility of such equipment since it can now be made 
endless on th drive. This development enables helt 
users obtain eord belting in roll-lot. non-endless 


lenet} S Tor use on belt drives where it formerly was 
necessary to dismantle the pulleys to install an endless 


belt. 7 ( 


+ 


> 4} 


he belt are joined together by dk ve- 


enas of 


ailing the earrving core of cords at the splice and 


vuleanizing the spliced portion of the belt with a port 
1 { The belt 


able vuleanize} developed or this 


purpose. 









AL 
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is so constructed that the load is carried entirely by a 
layer of cords, laid side by side, embedded in rubber, 
and sheathed in a protecting fabrie envelope. 

For belt drives where endless belts can be easily and 
quickly installed, the manufacturer will continue to 
furnish the endless belts. 


See coupon on preceding page 


CHEMICAL 
SAFETY 
GOGGLES 





No. 49 


— protection from splashes of dangerous 
liquids, without the sacrifice of adequate ventila- 
tion under humid working conditions, is attained in 
this new goggle design. Eyecups molded to the contour 
of the face, and supported by an adjustable one-piece 
headband, are fitted with case hardened lenses pro- 
viding maximum protection from impact of flying 
particles. Air circulates through slots in the lens rings, 
through the radial slots in the eyeeups and through 
the perforated side shields. A solid baffle plate in back 
ot the side shield is flared out on the edge nearest the 
lens, permitting air cireulation but isolating the eyes 
from splashes. The practicability and comfort of this 
design has been proved by extensive tests with labora- 
tory workers, vat men, mechanies and other chemical 
workers. 


See coupon on preceding page 


COMPACT 
PRESSURE 
EXTINGUISHER 





No. 50 


NEW 2-quart vaporizing liquid fire extinguisher, 

delivering either a solid stream or a fan-shaped 
Spray, operates on simple air-pressure from an inner 
chamber with valve design which permits the pressure 
to be renewed at any air line at 100 Ibs. or more. The 
absence of pump equipment keeps cost and weight low. 
The complete apparatus is 18 inches high, 5 inches in 
diameter, and weighs 1614 Ibs. fully charged. It iS 
readily operated in congested quarters, and the instant 


Meanufactee: s of 


QUALITY INCANDESCENT LAMPS 





BETTER LIGHT 
BETTER SIGHT 


Hygrade . Sylvania 
SALEM MASS _ 
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How Thomas’ Register 
Serves American Industry 


OR over a quarter of a century purchasing 
F agents of every industry in the United States 
have used Thomas’ Register as a guide to sources 
for supplies and materials. The completeness and 
accuracy of the classifications have enabled them to 
receive information on all products which they use, 
and have made possible considerable savings for 
them on their purchases. The geographical arrange- 
ment of all lists, and the capital ratings for each 
company, (both exclusive Thomas’ Register fea- 
tures), make Thomas’ Register the most complete 
Directory of American Manufacturersever published. 


Is Your Company Using 
Thomas’ Register? 


F your company is not receiving the benefits of Thomas’ 

Register service, we will be glad to place a copy at your 
disposal for thirty days free trial, without obligation of 
course. Send today for details of our free trial offer. 


Thomas Publishing Company 


469 Eighth Avenue NEW YORK, N. Y. 
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A VAC 
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AAW VONERNE PRTNIR NETH 


CHICAGO'S 
NEWEST HOTEL 


m Offers... 


FREE RADIO LOUD SPEAKER 
In Every Room 


CIRCULATING ICE WATER 
In Every Room 


TUB BATH OR SHOWER 
In Every Room 


GARAGE— - With Direct 
Entrance to hotel 


RATES 
$2.50 


SINGLE 


HARRISON 
HOTEL 
HARRISON STREET 


(JUST OFF MICHIGAN AVENUE) 


Andrew C. Weisburg 
President 


ILLUSTRATED BOOKLET SENT ON REQUEST 


Wn 


GARAGE 


fy $9.00 ::. 


BE ome | 


a! s #45 
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vaporization of the spray insures high efficiency a 


smothering action. It is therefore specially adapte: 


for combating incipient fires around electrieal equi 
ment and flammable liquids. 


n a ot 
upon page o 


PORTABLE 
PYROMETER 


SQ No. 51 


type low 





HIS portable or 
eter is designed to extend the possibilities ot quick 


lance resistance pyrom 
and accurate heat measurement in industrial processes 


as an aid to efficieney and close process control. It 
provides a ready and economical means ot exploring 
temperatures, checking oven and furnace heats. 
baths, heat 


Its portability makes it especially adapted 


surtace 


salt and oil treating machines and other 


equipment. 


to trouble shooting and spot testing. Meters are avail. 


able for three different ranges of S00 


9500° F. 


temperature 
and special thermocouples are provided fo1 


particular appli ations. 











BOOKLETS — (Continued from page 23) 


RELIABLE’S NEW LITERATURE 


The Reliable 
poration of 


Typewriter & Adding Machine Cor- 


303 West Monroe Street, Chicago, will this 


month issue its regular Bulletin, 


Bargain 
and Reference Book. 


Spring 
Buyer's Guide 


THE EXECUTIVE PURCHASER is advised 
that the 1935 edition will far surpass its predeces- 
sors in volume, text and completeness. These 


annual publications have come to be looked upon by 
buyers as one of the most valuable 
that their desks. The 
quotations and the 


pieces of literature 
reach accuracy of the price 
the office 
machine field serve as a barometer of the market and 
a guide for purchasers. 

The Office Equipment Blue Book for 1935, date of 
issue April Ist, tells the minimum value and the spot 


eash price Reliable would pay. 


complete coverage otf 


It is divided into five 
sections: 1. Adding-Caleulating Machines; 2. Type- 
and Manufae- 
silling-Bookkeeping 
Addressing, Dictating, Duplieating, and 
Miscellaneous Machines; 5. 
The Office 


The Bargain 


(also shows age of machines. 
turers’ trade 
Machines; 4. 


other 


writers 


-In-valuations) : 3. 


Checkwriters. 
Equipment Blue Book 
sulletin is free. 


sells for $3.50. 
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THE P. A. DECIDES WHETHER YOU LEARN 
OF |HIS FIRM’S REQUIREMENTS! 


on 


90 











: 
: 











HE 8,697 Purchasing Agents reading this mag- 
azine are primarily interested in advising the 
various departments of their companies, about the 


new developments in your products. The innumer- 





able improvements — developments — adaptations — 
changes and price realignments, incorporated in 
your own products, were all made possible by the 
professional source knowledge of the Purchasing 


Agent in your own plant. Meet him in his magazine! 


(CCA! 














IF IT IS A HIGH-S 


STERLING BAKE -ELO WILL 


LY 


On swing frame and floor stand grinders, rigid and portable cut-off me- 
chines, Sterling high-speed wheels are operating in thousands, grinding or cutting 
with maximum eficiency. 

Sterling will gladly send a representative to study 

your grinding problems without obligation. 


THE STERLING GRINDING WHEEL COMPANY 


Abrasive Division of The Cleveland Quarries Co. 


Factory and Office CHICAGO: 133 N. Wacker Drive 
TIFFIN, OHIO = DETROIT: 101-107 W. Warren Ave. 
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